Insurance Sales 


1990 Annual Index of Articles 


Based on the Million Dollar Round Table 


Information Retrieval Index 


100 Accident and Health Insurance 
Handling Disability Income Objectives 
Eusebio, January 


Business Overhead Expense 
Beebe, January 


Structure Your Approach to Make D.I. Sales 
Eusebio, February 


Health Insurance—Choosing the Right 
Wholesaler Gray, March 


Disability Income—Overcoming 
Price Competition Eusebio, April 


Selling the Employer on Payroll Deduction 
Disability Income Eusebio, May 


How can you best help this prospect? 
Eusebio, June 


Anna’s Story Exusebio, July 
Thanks for the Calls Eusebio, August 


Intelligent Use of LT Health Care 
Breen, August 
What's in it for me? 
Eusebio, September 


Long-Term Care—Problem or Promise? 
Rosen, September 


Long-Term Care: Sources of Information and 
Basic Contract Provisions 
Thorne, September 


Your Most Important Sale 


Sheavly, September 


DI: Still an Overlooked Opportunity 
Mullen, Dieter, September 


Simple Ideas Stimulate Sales 
Eusebio, October 


Understanding DI Underwriting 
Eusebio, November 


The One-Interview Sale of Disability Income 
Fries, December 
400 Advertising/Public Relations 


Turning Around The Insurance Industry's 
Image Schweiker, May 


The Key to Successful Advertising and 
Personal Public Relations Clark, May 


Customer Appreciation Night: A Time to 
Say “Thanks” Sheavly, May 


Newsletters: An Effective Marketing Tool 
Rosen, May 
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What is Wrong With Our Marketing and 
PR Attitude West, May 


Successful Promotions Using Theme-Focused 
Ad Specialties Roberts, November 


Newsletters Stimulate New Business 
Klinghoffer, December 
500 Agency 


The Agency Lead System (Part 1) 
Meyer, January 


The Agency Lead System (conclusion) 
Meyer, February 


Tips for Developing Prospectors 
Meyer, March 
Meyer, April 


Personal Production and Management Go 
Hand In Hand Miller, April 


Recruit Experience Meyer, May 


Managing Adversity 


Turning Around the Insurance Industry's 
Image Schweiker, May 


You have been asked to make a speech— 
now what? Meyer, June 
Boosting Summer Sales Meyer, July 
Savvy: Recruit it or teach it? 

Meyer, August 
Meyer, September 
How much training is enough? 

Meyer, October 


Gravity-Up! 


Decision Making: Where you sink or swim! 
Meyer, November 


Selecting Junior Management 
Meyer, December 


600 Agent as a Businessperson 
Be a Businessperson or Get Buried 
Hurley, August 

Rating Insurers—A Broker's Perspective 

Hostetler, October 
Some Insight Into What It Takes to Succeed 
in the Life Insurance Sales Career 

Ballew, November 
What It Takes to Succeed in the Life 
Insurance Career (Part 2) Ballew, December 


700 Annuities 


Why Section 403(b) Annuities Are Better 
than Section 457 for Employees 
Tepatti, November 


1000 Associations 


Educational Programs: The American College 
(Part 3) Ballew, January 


Educational Programs: The American College 
(conclusion) Ballew, February 


Educational Programs: The College for 
Financial Planning (Part 1) Ballew, March 


Educational Programs: The College for 
Financial Planning (Conclusion) 


Ballew, April 


Educational Programs: The Life Underwriter 
Training Council Ballew, May 


1150 Awards 
Sixty-eighth Annual All Star Honor Roll 
April 


Insurance Industry Abbreviations April 


1300 Business Agreements 


KOed by a K-1 
Ware, August 


Business Insurance Sales Simplified 
Lindsay, August 


1400 Business Insurance 
An Overview of Key Person Life Insurance 
Rolph, January 


Business Overhead Expense 
Beebe, January 


Developing Business Clients 
Mersberger, January 


Using Split Dollar to Fund a Cross-Purchase 
Buy-Sell Agreement Greene, February 


Profit with Nonprofits Northcutt, June 


1900 Competition 
Disability Income—Overcoming Price 
Competition Eusebio, April 
2000 Computers 
Learning Your Hard Disk 


Automation and The Insurance Industry 
Zinkewicz, October 


Bray, July 


Is computer-assisted selling in your future? 


Kubis, October 
How to Buy a Custom-Built “IBM Clone” 
Dream Computer Werner, October 
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How the Computer Can Make You Into 
a Survivor Brown, October 


High Technology Anxieties: Who is 
responsible? Anderson, October 


2060 Continuing Education 

Educational Programs: The American College 
(Part 3) Ballew, January 
Educational Programs: The American College 
(conclusion) Ballew, February 


Educational Programs: The College for 
Financial Planning (Part 1) Ballew, March 


Educational Programs: The College for 
Financial Planning (Conclusion) 

Ballew, April 
Educational Programs: The Life Underwriter 
Training Council Ballew, May 
Educational Programs: The College of 
Insurance Ballew, June 


The Home Service Industry's Commitment 
to Professional Development July 


Pre-Licensing, Continuing Education: 
It's a whole new world out there! 

Saenger, July 
Financial Planning: Continuing Education 
Leads to Professional Growth Pahl, July 


Educational Programs: Follow a Program of 
Continuing Education Ballew, July 


2100 Corporations 


Incorporation of the Family Business 


Ware, September 


2300 Education Funding 


Presentation of a Split-Funded Education Plan 
Parry, july 


2400 Employee Benefits & 
Executive Compensation 

Retiree Health Care Pillsbury, January 
Tax-Deductible Life Insurance: Life and 
Severance Pay Plan (Part IV) 

Ware, January 
Group Medical Trends Hardtke, March 
Where is the group health market? 

Rosen, March 


The Benefits of Group Term Carve Out 
Salmon, March 


Prepaid Legal Plans: An Emerging 


Fringe Benefit Macpherson, June 
Tax-Deductible Life Insurance Revisited 
Ware, June 
Ware, July 
Prospect, Develop, Implement A SERP 
for That Major Corporation 

MacDonald, August 


Why Section 403(b) Annuities Are Better 
than Section 457 for Employees 
Tepatti, November 
Successful Payroll Deduction Marketing 
Jones, November 


Secular Trusts 


2500 Estate Planning 


Family Investments Ware, February 
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Working with Revocable Living Trust 
Candidates Ware, April 


Estate Planning for the Disabled: 


A Complex Problem Fee, June 


Five Family Problems That Need Attention 
Ware, December 


3300 Group Insurance 


Developing Business Clients 
Mersberger, January 
Group Universal Life Carlin, January 
The Benefits of Group Term Carve Out 
Salmon, March 
Selling in the Small Group Market 
Clifford, March 
Where is the group health market? 
Rosen, March 
Then and Now March 


Health Insurance—Choosing the Right 
Wholesaler Gray, March 


How can you best help this prospect? 
Eusebio, June 


Prepaid Legal Plans: An Emerging 


Fringe Benefit Macpherson, June 
What's in it for me? Eusebio, September 


DI: Still An Overlooked Opportunity 
Mullen, Dieter, September 


Responding to Objections in the Payroll 
Deduction Market Eusebio, December 
3900 Interview Techniques 
IRA Pre-59' Distributions 


Knowing Your Prospect’s Personality 
Eases Sales Rogers, May 


Parry, May 


Singles: Providing For Their Needs 
Schweickart, June 
Selling to Singles Roell, June 


Closing and Handling Objections 
Ballew, October 


Yes, You Can Close in One Interview! 


Roell, December 


One-Interview Mortgage Sales 
Moxer, December 


The Standard of Living Approach 
Pryor, December 


Savings Alternatives for All 
Restalrig-Logan, December 


The One-Interview Sale of Disability Income 
Fries, December 
4000 Investments 


Selling Mutual Funds Samartin, November 


4300 Key Person 

An Overview of Key Person Life Insurance 
Rolph, January 

4400 Life Insurance 

Family Investments Ware, February 


Nine Ideas for Selling to Mature People 
Brinton, August 


Some Insight Into What It Takes to Succeed 
in the Life Insurance Career 

Ballew, November 
What It Takes to Succeed in the Life 
Insurance Career Ballew, December 


4450 Life Insurance— 


Special Contracts 
Group Universal Life Carlin, January 


Opportunities for Survivor Life Package Sales 


Montemer, January 
Living Benefits Riders Pond, September 


The “Gatewood Endorsement” Technique 
Nordstrom, December 


4500 Mailing Pieces 
Newsletters: An Effective Marketing Tool 
Rosen, May 


Newsletters Stimulate New Business 
Klinghoffer, December 


4900 Mortgage/Rent Insurance 


One-Interview Mortgage Sales 
Moxer, December 


5000 Motivation/Inspiration/ 
Power Phrases 


Discipline and Achievement 
Ocechsli, January 
Insights on Successful Selling 
Chinoy, January 
Where is the agency system headed? 
Graham, January 
The Power of Balanced Personal Growth 
Ocechsli, February 
Greed Is The Problem Graham, February 
The Power of Role Models O0echsli, March 
From Rookie to All Star § Beninato, April 
Occhsli, April 
Wong, April 
Personal Production and Management Go 
Hand In Hand Miller, April 
The All Stars Share Their Secrets 
Maddox, Infanzon, Walls, Rainford, Bush, Bury, 
Hertberg, Kiesewetter, Graham, April 


Your Working Partner 


Harvest Time! 


Spousal Support Garner, April 
Stewart, April 
The Key to Successful Advertising and 
Personal Public Relations Clark, May 
Yes, you can sell life insurance to singles! 
Daney, June 


Grimes, June 


Following in His Steps 


Overcoming Call Reluctance 


The Selling Power of the Golden Rule 
Ocechshi, June 


The Keys to the Castle of Sales Success 
Brooks, July 


The Home Service Industry's Commitment 
to Professional Development July 


Eusebio, July 
Self-Image and Success Oecchsli, July 
The ABCs of Making Appointments 

Frith, September 
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Anna's Story 





Performance Analysis—Your Personal 
Annual Review Ocechsii, December 


5300 Partnerships 


KOed by a K-1 Ware, August 


5550 Persistency 


Needs Selling = Persistency 
Kraus, February 


5600 Personal & Office Efficiency 


Insights on Successful Selling 
Chinoy, January 


Discipline and Achievement 
Occhsli, January 


Don’t Object to Objections 
Colston, March 


Stop, Look and Listen: The Vital Key 
to Profitable Communication 
Smith, Tinsley, March 


Eusebio, March 
Garner, April 
Hunsicker, April 


Why Not Women? 
Spousal Support 
On Prospecting 


Stay in Front of the People 

Jordan, April 
From Rookie to All Star § Beninato, April 
Following in His Steps Stewart, April 


The All Stars Share Their Secrets 

Maddox, Infanzon, Walls, Rainford, Bush, Bury, 
Hertberg, Kiesewetter, Graham, April 

When Your Hard Disk Dies Hyatt, April 


Knowing Your Prospect’s Personality 
Eases Sales Rogers, May 


Just Do It! Ocechsli, May 
The Computer—A Valuable Addition to the 


Recruiting Process 
Mitchell, Engler-Parrish, May 


What is Wrong With Our Marketing and 
PR Attitude West, May 


Estate Planning for the Disabled: 


A Complex Problem Fee, June 


Yes, you can sell life insurance to singles! 
Daney, June 


Working with a Surviving Spouse 
Kent, June 
Selling to Singles Roell, June 


Singles: Providing For Their Needs 
Schweickart, June 


Occhsli, July 


Can a test accurately measure sales potential? 
Werner, July 


Self-Image and Success 


The Keys to the Castle of Sales Success 
Brooks, July 


Prospecting in the Corporate and 
Individual Markets Slattery, August 


Lunch & Learn: Brown Bag Seminars 
Biever-Ward, August 


Successful Insurance Selling 
Howrani, September 
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K.I.S.S. and Sell! Ocechshi, September 


The ABCs of Making Appointments 
Frith, September 


Overcoming Procrastination 


Occhsli, October 


Building Solid Financial Foundations and Life- 
long Relationships with Clients 
Howrani, October 


Automation and The Insurance Industry 
Zinkewicz, October 


Revocable Living Trust Network—Law-mate 
Ware, October 


How the Computer Can Make You Into 
a Survivor Brown, October 


Is computer-assisted selling in your future? 
Kubis, October 


Successful Promotions Using Theme-Focused 
Ad Specialties H. Wayne Roberts, November 


Prospecting with Class Through the Holidays 
Occhsli, November 


Tax Deductible Life Insurance (where FEAT 
stands on the issues) Ware, November 


Five Family Problems That Need Attention 
Ware, December 


6000 Prospecting 


Where is the agency system headed? 
Graham, January 


Opportunities for Survivor Life Package Sales 
Montemer, January 


Prospecting the Prime Life Market 
Smith, February 


Selling in the Small Group Market 
Clifford, March 
Why Not Women? Eusebio, March 
Don’t Object to Objections Colston, March 
The Power of Role Models O4echshi, March 
Stay in Front of the People Jordan, April 
On Prospecting Hunsicker, April 
Occhshi, April 
Ocechsli, May 


Northcutt, June 


Your Working Partner 
Just Do It! 
Profit with Nonprofits 


The Selling Power of the Golden Rule 
Oecchsli, June 


Grimes, June 


Occhsli, August 


Overcoming Call Reluctance 
Back to Basics 


Successful Insurance Selling 
Howrani, September 


Building Solid Financial Foundations and Life- 
long Relationships with Clients 
Howrani, October 


Prospecting with Class Through the Holidays 
Occhsli, November 


6350 Replacement 


The Bait and Switch Pyramid 
Minkin, February 


Winning the Replacement Battle 
Roell, February 


“Hit After the Whistle” Press, February 


Have we done it to ourselves? 


Goodwin, February 
Needs Selling = Persistency 
Kraus, February 
6400 Retirement Planning 


Prospecting the Prime Life Market 
Smith, February 


An Introduction to Retirement Counseling: 
The Growth Market of the 90's 
Strader, November 


Counseling Those Ready to Retire 
Geurkink, November | 


The Intelligent Way to Sell Retirement Plans 
Hoffman, November 
6800 Split Dollar 


Using Split Dollar to Fund a Cross-Purchase | 
Buy-Sell Agreement Greene, February 


Presentation of a Split-Funded Education Plan 
Parry, July 


7100 Subscription Services 
Keeping Informed by Reading the Life 
Insurance Trade Press Ballew, August 


Keeping Informed Through Agent 
Subscription Services Ballew, September | 


8000 Trusts 


Tax-Deductible Life Insurance: Life and 
Severance Pay Plan (Part IV) 
Ware, January 


The Cancellable Irrevocable Life 
Insurance Trust Ware, March 
The Cancellable Irrevocable Life 
Insurance Trust Ware, March 


Working with Revocable Living Trust 
Candidates Ware, April 


Nuts and Bolts of Funding a Revocable 
Living Trust Ware, May 


Ware, July 


Revocable Living Trust Network—Law-mate 
Ware, October 


Tax Deductible Life Insurance (where FEAT 
stands on the issues) Ware, November 


Secular Trusts 


8100 Underwriting 


How to Prepare and Deliver a Special 
Risk Policy Tretter, September 


8450 Wills 


Working with a Surviving Spouse 
Kent, June 
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